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Taking  on  Business  at  Young  Age 
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delivery  man  walks  in,  approaches  the 
jean-clad  young  woman  and  automatically  asks, 
“Can  I speak  to  the  boss?” 

“I  am  the  boss,”  says  Chantal  Teasdale. 

“Yeah,  right.” 

She  may  be  the  owner  of  a thriving  restaurant 
in  Calgary’s  trendy  Kensington,  but  along  with 
struggling  with  bookkeeping,  employee  motiv- 
ation and  the  rash  of  other  day-to-day  trials  con- 
fronting business  operators,  Teasdale  faces 
another  challenge:  youth. 

“A  lot  of  suppliers  won’t  do  anything  extra  for 
me.  They  make  things  difficult,”  says  the  28- 
year-old  proprietor  of  Island  Experience  which 
specializes  in  Caribbean  food. 


“But  if  I don’t  get  the  respect  I need.  I’ll 
cancel  my  account.” 

Teasdale’ s no-nonsense  approach  is  one  she 
had  to  adopt  even  before  she  got  into  business  and 
was  seeking  financ- 
ing for  her  venture, 
just  over  a year  ago. 

“I  went  to  every 
bank  in  the  city  and 
everyone  turned  me 
down,  even  though 
this  was  a restaurant 
that  had  been 

operating  for  three  years  and  had  outstanding 
financial  statements.  I think  it  was  related  to  the 
fact  that  I was  a young  woman  and  I 
didn’t  have  a lot  of  assets,”  she  says. 

Refusing  to  give  up,  she  approached 
Alberta  Opportunity  Company  and  got 
the  go-ahead  to  proceed. 

“I  think  for  the  situation  I was  in,  if 
AOC  said  no,  I wouldn’t  have  been  able 
to  buy  the  business.  I’m  in  a position 
where  almost  two  years  later,  1 still  can’t 
get  an  operating  line  from  a bank.” 

But  financial  worries  are  just  a small 
part  of  what  Teasdale  took  on  when  she 
acquired  Island  Experience.  As  the 
owner  of  a restaurant  which  attracts  a 
walk-by  clientele,  she’s  had  to  deal  with 
setbacks  from  poor  weather  and  the 
fmstration  of  having  no  control  over 
Mother  Nature.  She’s  also  learned  it’s 
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Chantal  Teasdale:  A down-to-earth  view 
of  business . 
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no  easy  task  finding  loyal  employees  in  the 
hospitality  industi7,  especially  when  people  must 
take  orders  from  a young  boss. 

“I  just  try  to  do  the  best  I can  every  day  and  I 


1 ou  always  have  to  remember 
youWe  building  equity  in  your  business 
so  you  know  youll  eventually 
get  paid  back.^^ 


work  really  hard.  You  can’t  do  it  without  really 
hal'd  work.  You  have  to  put  everything  on  hold. . . 
you  have  to  be  prepared  to  make  a coinmitment,” 
notes  Teasdale,  who  heads  up  a staff  of  1 0. 

“ Everybody  gets  holidays  except  me, 
evei^body  gets  paid  regularly  except  me.  You 
always  have  to  remember  you’re  building  equity 
in  your  business  so  you  know  you’ll  eventually 
get  paid  back.” 

By  keeping  prices  low,  Teasdale  says  she’s 
managed  to  “recession-proof’  her  operation,  and 
is  optimistic  things  will  improve.  Unlike  count- 
less others  who  idealize  private  enteiprise,  she's 
not  deluded  by  the  reality  of  being  an 
entrepreneur. 

“I  never  thought  being  in  business  was 
cracked  up  to  be  anything.  It’s  a lot  of  hard  work 
and  problems.  You  become  a problem  manager,” 
she  surmises,  with  wisdom  that  belies  her  years. 

“1  don’t  have  enough  time  for  much  of  a social 
life  these  days,  but  it’s  not  for  life.  It  won't 
always  be  like  this  — two  or  three  years  out  of 
your  life  is  a short  commitment.” 


for  Ambitious  Entrepreneur 


When  Dan  Listhaeghe  opened  his 
insurance  business  six  years  ago  at  the  age  of  24, 
he  had  one  file  worth  $300.  Today,  Artesian 
Insurance  in  Spirit  River  brings  in  $1.8  million  in 
premiums  and  its  young  owner  is  confident 
there’s  room  for  further  growth. 

‘There’s  an  awful  lot  of  people  still  buying 
insurance  out  of  town.  I think  once  we  prove  to 
them  we  can  serve  their  files  just  as  well  over 
here,  we’ll  get  even  more  customers,”  says  the 
30-year-old  who  acknowledges  his  venture  has 
taken  plenty  of  patience. 

“Looking  back,  I definitely  wouldn’t  advise 
anyone  to  do  it  the  way  I did.  I had  to  work  two 
or  three  jobs  because  there  was  no  money 
coming  in  . . . the  volume  just  wasn’t  there.  I 
don’t  think  now,  the  way  the  insurance  industry 
is  going,  you  could  even  get  started  out  like 
that.” 

While  Listhaeghe  had  to  go  out  of  his  way  to 
prove  to  people  he  was  capable  of  handling  their 
business,  he  had  an  advantage  in  that  he  grew  up 
in  Spirit  River  and  knew  many  of  its  residents. 
But  even  then,  it  wasn’t  until  he  bought  out  a 


competitor  in  1991  through  AOC  financing  that 
he  was  able  to  surpass  the  $500,000  revenue 
mark  which  barely  enabled  him  to  draw  a small 
wage. 

“The  biggest  challenge  has  been  to  make  a go 
of  it,  to  be  able  to  support  a family  off  of  a small 
business.  The  work  side  was  never  that  difficult, 
but  the  financial  strain  has  been  a struggle  from 
day  one,”  he  says. 

Listhaeghe’ s business  now  employs  four  full- 
time staff  members  including  his  wife,  Rene. 
He’s  come  a long  way  since  first  insuring  a 
cousin’s  vehicle,  with  private  enterprise  a de- 
finite learning  experience  for  the  former  laborer. 

“I  thought,  when  I started  out,  that  the  doors 
would  lock  at  five  every  night  and  you’d  show 
up  at  nine  the  next  morning,  but  that’s  a dream 
world.  It  just  doesn’t  happen  that  way,”  notes 
Listhaeghe. 

“Probably  one  of  my  biggest  downfalls  was 
that  I didn’t  work  in  the  industry  before  I started. 
We’ve  made  mistakes  and  we  still  make  mis- 
takes by  growing.  If  you’re  scared  of  making 
mistakes,  I don’t  think  I’d  advise  anyone  to  go 
into  business.” 


Dan  Listhaeghe  of  Artesian  Insurance 


Despite  his  lack  of  seasoning,  Listhaeghe 
contends  youth  has  been  the  motivating  factor 
behind  his  entrepreneurial  endeavours. 

“I  don’t  think  it  would  have  worked  if  I was 
older.  You  have  to  be  flexible  and  willing  to 
change,”  he  says. 

“I’d  have  been  scared  to  start  a business 
down  the  road.  You  have  to  be  able  to  rebound. 
In  your  20s  you  can  start  all  over  — at  40,  that’s 
playing  with  fire.” 
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Don  Zinyk 


status  and  security.  But  when  it 
comes  down  to  actually  achieving 
these  goals,  there  are  variables  which 
may  have  an  influence.  Should  eco- 
nomic times  change,  will  your  pro- 
duct still  have  a strong  market?  Will 
customers  default  on  payments, 
leaving  you  short?  Will  currency 
levels  change,  making  your  raw 
materials  too  expensive?  These  are 
just  some  of  the  issues  you  must 
address  before  jumping  into  the 
business  game. 


While  there  are  definitely  risks 
involved,  being  your  own  boss  can 
also  be  highly  rewarding.  Ifs  a one- 
of-a-kind  opportunity  to  become  a 
key  decision  maker,  directly 
influence  your  income,  and  benefit 
from  tax  advantages  only  available 
to  the  self-employed. 

An  attractive  prospect,  yes,  but  is 
it  for  everyone?  The  following 
checklist  will  help  you  determine  if 
you’ve  got  what  it  takes  to  be  an 
entrepreneur.  In  your  assessment. 


Don  Zinyk 

Peat  Marw’ick  Thome 


^Should  I go  into 
business?  Ifs  a question 
people  of  all  ages  ask 
themselves.  And  every 
year,  60,000  people 
throughout  Canada 
answer  it  with  an 
enthusiastic,  “yes!” 

Many  entrepreneurs  are  driven 
by  aspirations  of  independence. 
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AOC’s  Kent  Friesen 


credit  officer  through  hard  work  and  diligent 
service  to  AOC  clientele.  While  he  may  work 
harder  to  prove  himself,  the  young  credit  officer 
likens  his  position  to  that  of  any  entrepreneur 
looking  for  a break. 

“When  I was  hired,  AOC  took  a chance  on 
me  and  I want  to  make  sure  it  pays  off  for  them. 
It’s  similar  to  the  way  AOC  nurtures  young 
businesses.” 


Program  Pays  Off  for  AOC 


n entrepreneur  dropping  in  to  discuss 
financing  with  Kent  Friesen  probably  wouldn't 
expect  the  seasoned  experience  that  comes  with 
such  a young  face.  But  experience  Friesen  has, 
thanks  to  a special  training  program  provided  by 
AOC. 

Friesen  joined  AOC  in  1990  after  earning  his 
Commerce  Degree  at  the  University  of  Alberta 
and  completing  two  stints  as  a summer  employee 
for  the  crown  corporation. 

As  a full-time 
employee,  he  set  out 
on  a rigorous  training 
program  which 
concluded  in  1992 
with  his  promotion  to 
the  position  of 
commercial  credit 
officer  at  Grande 
Prairie. 

Friesen  is  one  of  five  AOC  Lending  Division 
employees  who  have  entered  AOCs  summer 
student  program  and  later  joined  the  company, 
having  proved  they  had  what  it  took  to  secure 
full-time  positions  upon  graduation.  Since  1985, 


Ml  hen  I was  hired, 
AOC  took  a chance  on  me 
and  I want  to  make  sure 
it  pays  off.” 


AOC  has  recruited  young  Albertans  in 
an  effort  to  introduce  them  to  potential 
careers  in  commercial  lending.  While 
it’s  not  for  everyone,  for  some,  it  marks 
the  beginning  of  a new  profession.  This 
recruiting  program  is  considered  a major 
success  by  the  company. 

“When  I was  originally  in  school,  I was 
considering  an  accounting  career  or  something  of 
that  nature,  but  after  working  here,  I thought  this 
was  something  that 
was  a more  people- 
oriented  job  where 
there’s  something 
different  everyday. 

One  day  1 might  be 
dealing  with  a 
drycleaner,  the  next,  a 
heavy-duty  mechanic,” 
says  Friesen. 

“I  just  like  meeting  and  helping  a variety  of 
people,  especially  in  some  of  the  smaller  towns 
we  deal  with.  People  in  the  communities  we 
serve  tend  to  be  really  appreciative  of  AOC  .” 

Friesen  earned  his  promotion  to  commercial 


iiness  Game 


try  to  be  as  honest  as  possible  — you 
Icould  save  yourself  a lot  of  time, 
money,  energy  and  fmstration. 

• I have  confidence  in  my  own 
abilities. 

• / can  make  long-term  commit- 
•ments  and  work  towards  goals. 

!•  / like  problem-solving  and 
challenges. 

• / am  not  averse  to  taking 
calculated  risks. 


• Rather  than  being  discouraged 
from  setbacks,  I learn  from  them. 

• I can  set  goals  for  myself  and 
create  action  plans  to  achieve  them. 

• / know  my  limits;  / am  willing  to 
ask  others  for  advice. 

• I naturally  take  initiative  and 
assume  personal  responsibility  for 
any  task  / begin. 

• Personal  accomplishments  are 
more  important  to  me  than  personal 
security. 


• / am  competitive  in  that  I strive  to 
attain  self-imposed  standards. 

• I am  able  to  change  my  objectives 
as  the  situation  dictates. 

• / have  good  people  skills;  I can 
motivate  people  to  work  for  me. 

If  you  answered  “always”  or 
“usually”  to  most  of  these  questions, 
then  you  may  have  what  it  takes  to 
cut  it  in  business.  Of  course, 
personal  characteristics  alone  will 
not  ensure  entrepreneurial  success. 


Before  plunging  in,  it’s  important 
to  research  the  types  of  opportunities 
that  are  available  and  develop  your 
own  skills  to  take  advantage  of 
strengths  and  reduce  weaknesses. 
Study  your  market,  and  make  sure 
you  understand  the  financing, 
management  skills  and  resources 
you’ll  need  to  start  your  venture. 

Be  patient.  Business  success  is 
possible,  but  it  does  take  time! 
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Call  us . . . 


Today  was  created  to 
meet  your  information  needs.  If 
there’s  a business  issue  you  want 
to  see  addressed,  facts  you  need  to 
know  or  a story  you'd  like  us  to 
share,  call  us!  We’ve  got  an 
edition  of  The  Best  of  Alberta’  for 
the  best  suggestion  we  receive. 

We  also  want  to  help  you  in 
your  entrepreneurial  endeavours. 

If  you’re  looking  for  business 
partners,  seeking  an  investment 
opportunity  or  trying  to  sell  your 
own  operation,  call  us!  We’ll 
make  an  effort  to  pass  your  needs 
onto  our  readership. 

Contact 

Debbie  Hunchak,  Editor 
AOC  Today 

Alberta  Opportunity  Company 

1275  Weber  Centre 

5555  Calgary  Trail 

Edmonton,  Alberta 

T6H  5P9 

1-800-661-3811 

AOC  Today  is  published  12  times 
annually  by  AOC’s  Corporate 
Marketing  Division. 

Balan  Mathews, 

Executive  Director 
Corporate  Marketing 

Design:  Linda  Blanchett 
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Trenerry  Appointed 
Lending  Vice  President 


Trenerry,  who  has  served  at  the  helm  of 
AOC’s  Support  Services  Division  for  13  years,  was 
recently  appointed  Vice  President,  Lending. 

Trenerry  began  his  career  with  AOC  in  1973  as  a 
loans  officer,  after  a successful  10-year  stint  with  the 
Canadian  Imperial  Bank  of  Commerce.  He  became 
manager  of  AOC’s  Lethbridge  branch  in  1978,  and 
less  than  two  years  later  was  promoted  to  Director  of 
Support  Services  operating  out  of  AOC’s  head  office 
in  Ponoka.  In  1984,  he  was  appointed  division  Vice 
President,  in  recognition  of  the  increased  scope  and 
responsibilities  of  his  position. 

He  holds  a Bachelor  of  Commerce  Degree  from 
Queens  University  and  is  an  Associate  of  the 
Institute  of  Canadian  Bankers. 

Trenerry  assumes  his  new  position  January  1, 
1993,  replacing  J.R.  Anderson  who  was  recently 
named  President  and  CEO  of  AOC. 


New  Digs  for 
Medicine  Hat 
Branch 

One  of  AOC’s  branches  has  a new  home! 

In  an  effort  to  better  serve  our  southeastern  Alberta 
customers,  we’ve  relocated  our  Medicine  Hat  office  to 
Suite  #1,  Fifth  Avenue  Plaza,  202-5th  Avenue  S.E. 

If  you’re  in  the  neighborhood,  be  sure  to  drop  by 
and  check  it  out!  Gordon  Pollock  and  his  staff  will  be 
happy  to  show  you  their  new  digs. 

Kudos 

AOC  Venture  Funding  client  Harding  Instmment 
Company  Ltd.  was  recently  named  Company  of  the 
Year  by  the  Electronic  Industry  Association  of 
Alberta. 

Over  the  past  18  years,  the  Edmonton-based  firm 
has  developed  and  manufactured  more  than  20 
products  for  the  energy  and  communications 
industry. 

At  the  same  event,  AOC  Seed  Funding  client 
Southern  Telecom  won  the  New  Product  of  the  Year 
award  for  its  innovative  two-line  telephone. 

Congratulations  to  these  two  companies . . . we’re 
proud  to  be  associated  with  them! 


Incoming  Lending  Vice  President  Don  Trenerry. 


Welcome  Aboard! 


very  month,  dozens  of  energetic 
entrepreneurs  become  part  of  the  AOC  family. 

We  think  it’s  about  time  you  got  to  know  your 
relatives,  and  are  proud  to  launch  this  column 
dedicated  especially  to  our  new  clients. 

Who’s  to  say?  Maybe  you’ll  discover  a 
common  link  with  that  business  a few  doors  down. 
Or  maybe  you’ll  unearth  a new  supplier.  To  boot, 
maybe  you’ll  even  learn  that  a relative  really  did 
go  into  business! 

More  importantly,  this  is  your  chance  to  get  a 
better  idea  of  what  we’re  all  about.  And  it’s  our 
chance,  here,  at  AOC  to  give  our  clients  the  warm 
welcome  they  deserve. 

We’re  proud  to  have  the  following  new 
companies  on  board: 

Twin  Pines  Restoration  Sennces,  Red  Deer 
J.  T.  Food  Corporation,  Lethbridge 
John 's  Place,  Ponoka 
Artworks,  Grande  Prairie 
Stettler  Towing,  Stettler 
Gyorkos  Cleaners,  Medicine  Hat 
R.E.M.  Metaltech  Inc.,  Edmonton 
Red  Deer  Truss  Systems  Ltd.,  Penhold 
Sheehan  Insurance,  Grande  Prairie 
R.I.  Developments  Ltd.,  Taber 
Ross  Welding,  Red  Deer 
Alexandra’s,  Brooks 
Jewellery  appraisal  sennce,  Lethbridge 
Crowsnest  Bowl  Ltd.,  Blairmore 
R.C.  Sports  Etc.  Ltd.,  Beaumont 
Underkart  Industries  of  Canada  Ltd.,  Calgary 
Iron  River  Oilfield  Maintenance  Service  Ltd., 
Bonnyville 

Wayne  McKenzie  Professional  Corporation, 
Lethbridge 
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